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Exhibit A – Bidder’s Certification 
 

COMPETITIVE SOLICITATION: 
No. OMWBE 2026 - K14 – Consultant Services for Government Contracting 
Mentorship Program 

Geographic Areas or 
Contract Category for 

which Bidder is 
submitting a Bid: 

Check appropriate box(es) 

☒   North West Washington 

☒   South West Washington 

☐   Central Washington 

☐   Eastern Washington 

☐   Program Administrator 

 
Bidder, through the duly authorized undersigned, makes this certification as a required element of 
submitting a responsive bid.  Bidder certifies, to the best of its knowledge and belief that the following 
Bidder information and Bidder certifications (collectively, “Bidder’s Certification”) are true, complete, 
correct, and made in good faith: 
 

BIDDER INFORMATION 

Bidders must provide Bidder information for Items A – I below. 

ITEM A ExitBliss Consulting LLC  
Type/print Bidder’s full legal name. 

Note: 

▪ If Bidder is a sole proprietor (see Item C, below), Bidder’s legal name is the name of the 
individual person who is doing business as a sole proprietor – e.g., Lynn A. Smith, a sole 
proprietor. 

▪ If Bidder is an Entity/Organization (see Item C, below), Bidder’s name must match Bidder’s 
Entity/Organization name as filed in the state where the entity is formed and with the 
Washington Secretary of State – e.g., Innovative Supply, LLC, a Washington limited liability 
company. 

Bidder’s 
Name: 

 



 

EXHIBIT A – BIDDER’S CERTIFICATION   PAGE 2 
(Rev 2025-10-06) 

ITEM B 7100 Fort Dent Way, Suite 100 Tukwila, WA 98188 
Type/print the address for Bidder’s principal office/place of business. 

Note:  Bidder’s principal office or principal place of business is the Bidder’s headquarters where 
business decisions are made and the location for the Bidder’s books and records as well as the 
Bidder’s senior management personnel. 

▪ If Bidder is a sole proprietor (see Item C, below), Bidder’s address for its principal office/place 
of business typically will be the same address stated by Bidder on its U.S. Internal Revenue 
Service tax return. 

▪ If Bidder is an Entity/Organization (see Item C, below), Bidder’s address for its principal 
office/place of business must match Bidder’s address for its principal office/place of business 
as filed in the state where the entity is formed and as filed with the Washington Secretary of 
State. 

Bidder’s 
Address: 

 

ITEM C Corporation: ☐Domestic ☐Foreign 

Bidder’s 
Business 

Entity / 
Organization 

Type: 
Check 

appropriate box 

Limited Liability Company (LLC): ☒Domestic ☐Foreign 

Limited Liability Partnership (LLP): ☐Domestic ☐Foreign 

Sole Proprietorship*: ☐ 

General Partnership: ☐ 

*If you are a Bidder who operates a business on your own, you automatically are a sole proprietor 
unless you have formed a separate business entity (e.g., corporation, LLC, LLP) and lawfully 
registered the same.  A sole proprietorship is an unincorporated business owned and run by one 
individual or married couple alone with no distinction between the business and the owner.  It is 
not a separate legal entity.  It simply refers to a person who owns the business and is personally 
responsible for its debts and who pays personal income taxes on profits earned from the 
business.   

If Bidder is a corporation, LLC, or LLP, Bidder must check the applicable box for the entity – i.e., 
‘domestic’ or ‘foreign.’  An entity is a domestic entity if it was organized under Washington law.  
If the entity was organized elsewhere, it is a foreign entity.  The entity’s organizational documents 
and filings with the Washington Secretary of State will state whether the entity is domestic or 
foreign. 

 

ITEM D 
Washington  
Type/print the state where Bidder’s entity (e.g., corporation, LLC, LLP) is formed. 

▪ If Bidder is a sole proprietorship (see Item C, above), type/print ‘N/A.’ 

▪ If Bidder is an entity (see Item C, above), type/print ‘Washington’ if the corporation, LLC, or LLP is 

domestic or the name of the applicable state if foreign (i.e., a state other than Washington). 

State of 
Formation 

for Bidder’s 
Business 

Entity: 
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ITEM E 
State whether Bidder has been doing business under another name during the five-
year time period prior to the posting date of this Competitive Solicitation:  
Check applicable box. 

Bidder 
Doing 

Business 
Under 

Another 
Name: 

☒ Bidder has NOT done business under 
another name 

☐  Bidder HAS done business under 
another name* 

*If Bidder HAS done business under another name, provide the business name(s) and 
address(es): 

Business Name:  ___________________________________ 

Address:  ___________________________________ 

 

ITEM F Does Bidder have a Registration Number/Unified Business Identifier (“UBI”) Number 
issued by the State of Washington*? 
*UBI Numbers are issued by either the Washington Secretary of State (for out of state businesses) or the 
Washington State Department of Revenue (for Washington businesses) 
Check applicable box. 

Yes                    No  

If yes, provide Bidder’s nine-digit UBI Number: 605 446 137 

If no, state whether Bidder promptly will obtain a UBI Number if Bidder is designated as 
an Apparent Successful Bidder: 

Yes                    No  

Note:  To be eligible for a Contract award, Bidders must have a UBI Number prior to 
Contract Award. 

Bidder’s 
UBI Number: 

 

ITEM G 85-3889908  
Type/print Bidder’s Taxpayer Identification Number* (“TIN”). 
*Bidder’s TIN will be either a number issued by the U.S. Internal Revenue Service (e.g., Employer 
Identification Number, Federal Tax Identification Number) or a number issued by the U.S. Social Security 
Administration (i.e., Bidder’s Social Security Number (“SSN”)).  If Bidder’s TIN is a SSN, do NOT provide the 
SSN; simply state ‘TIN is Bidder’s SSN.’ 

Bidder’s 
Taxpayer 

Identification 
Number: 

 

ITEM H Is Bidder registered in Washington’s Electronic Business Solution (WEBS)?  
Check applicable box. 

Yes                    No  

If yes, Bidder must ensure that Bidder’s WEBS information is correct prior to submitting 
a Bid. 

If no, state whether Bidder will register in WEBS if designated as an Apparent Successful 
Bidder: 

Yes                    No  
Note:  To be eligible for a Contract award, Bidders must register in WEBS prior to 
Contract Award. 

WEBS 
Registration: 

 

https://des.wa.gov/sell/how-work-state/register-bid-opportunities
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ITEM I In the event that [AGENCY] needs to contact Bidder for purposes of bid clarification, 
Bidder designates the following person as Bidder’s authorized representative: 
Type/print contact information for Bidder’s authorized representative. 

Name:  Gloria Coleman 

Email:  gloria@exitbliss.com 

Phone:  424-446-0677 

Bidder 
Contact for 

Bid 
Clarification: 

 
Bidders must provide the information identified in the table below which will be used by 

OMWBE if Bidder is awarded a Contract: 

BIDDER’S INFORMATION TO BE PROVIDED BY BIDDER 

Designated 
Contract Administrator: 

Name:  Gisell Mendoza 

Email:  gissell.mendoza@exitbliss.com 

Phone:  424-446-0677 

Contact Information 
for legal notices: 

Bidder name:  ExitBliss Consulting LLC 
Attn:  Gloria Coleman 
Address: 7100 Fort Dent Way, Suite 100 
City/State/Zip: Tukwila, WA, 98188 

Email:  gloria@exitbliss.com 

Contract 
Signature Authority: 

If Bidder is awarded a Contract, the following individual will sign 
the Contract on behalf of Bidder: 

Name:  Gloria Coleman 

Title:  CEO 

 
 

BIDDER CERTIFICATIONS 

1. UNDERSTANDING.  Bidder certifies that Bidder has read, thoroughly examined, and fully understands 
all of the provisions in the above-referenced Competitive Solicitation (including all exhibits) and the 
terms and conditions of the Contract and any amendments or clarifications to the above-referenced 
Competitive Solicitation and agrees to abide by the same.  Bidder further certifies that Bidder has 
read, thoroughly examined, and fully understands the Agency Contracting Guide, which is referenced 
in the Competitive Solicitation and includes useful information regarding the procurement process 
pertaining to competitive solicitations for goods/services.  Bidder further certifies that, in the event 
that Bidder has any questions or concerns regarding the Competitive Solicitation (including all 
exhibits and any referenced materials), Bidder timely shall raise such questions and/or concerns 
during the Question & Answer Period specified in the Competitive Solicitation. 

2. ACCURACY.  Bidder certifies that Bidder has carefully prepared and reviewed its bid and fully supports 
the accuracy of the same.  Bidder further understands and acknowledges that OMWBE shall not be 
responsible for any errors or omission on the part of Bidder in preparing its bid.  Bidder further 
certifies that the facts declared here are true and accurate.  Bidder further understands and  

https://des.wa.gov/sites/default/files/2025-02/Bidder-Contracting-Guide-Agencies.pdf
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acknowledges that the continuing compliance with these statements and all requirements of the 
above-referenced Competitive Solicitation are conditions precedent to the award or continuation of 
the resulting Contract. 

3. NO COLLUSION, ANTI-COMPETITIVE PRACTICES, OR SHARING BID INFORMATION.  Bidder certifies that Bidder 
has not, either directly or indirectly, entered into any agreement, participated in any collusion, or 
otherwise taken any action in restraint of free competitive bidding in connection with the above-
referenced Competitive Solicitation.  Bidder further certifies that Bidder’s bid prices have been 
arrived at independently, without engaging in collusion, bid rigging, or any other illegal activity, and 
without for the purpose of restricting competition any consultation, communication, or agreement 
with any other bidder or competitor relating to (a) those prices, (b) the intention to submit a bid, or 
(c) the methods or factors used to calculate the prices offered.  Bidder further certifies that Bidder 
has not been and shall not knowingly disclose its bid prices, directly or indirectly, to any other bidder 
or competitor before award of a Contract, unless otherwise required by law.  Bidder further certifies 
that Bidder has made no attempt and shall not make any attempt to induce any other person or firm 
to submit or not to submit a bid for the purpose of restricting competition.  Bidder, however, freely 
may join with other persons or organizations for the purpose of presenting a joint bid.  Whether 
done directly or indirectly, communicating bid information with other bidders, collusion, or anti-
competitive actions among bidders are prohibited.  If there is evidence of such communication, 
collusion, or anti-competitive activities among bidders, OMWBE reserves the right to disqualify such 
bidders. 

4. FIRM OFFER.  Bidder certifies that its bid pertaining to the above-referenced Competitive Solicitation 
is a firm offer which cannot be withdrawn for a time period of ninety (90) days from and after the 
bid due date specified in the above-referenced Competitive Solicitation.  OMWBE may accept such 
bid, with or without further negotiation, at any time within such period.  In the event of a protest, 
Bidder’s bid shall remain valid for such time period or until the protest and any related court action 
is resolved, whichever is later. 

5. CONFLICT OF INTEREST.  Bidder certifies that, in preparing its bid, Bidder has not been assisted by any 
current or former employee of the State of Washington whose duties relate (or did relate) to the 
above-referenced Competitive Solicitation or prospective Contract and who was assisting in other 
than the employee’s official, public capacity.  Bidder further certifies that no such current or former 
public employee nor any member of such person’s immediate family have any financial interest in 
the outcome of Bidder’s bid. 

6. NO REIMBURSEMENT.  Bidder certifies that Bidder understands that the State of Washington will not 
reimburse Bidder for any costs incurred in the preparation of Bidder’s bid.  All bids become the 
property of the State of Washington, and Bidder claims no proprietary right to the ideas, writings, 
items, or samples unless so stated in the bid. 

7. PERFORMANCE.  Bidder certifies that Bidder understands that its submittal of a bid and execution of 
this Bidder’s Certification certifies Bidder’s willingness to comply with the Contract, if awarded such.  
By submitting this bid, Bidder hereby offers to furnish the goods and/or services solicited pursuant 
to the above-referenced Competitive Solicitation in compliance with all terms, conditions, and  
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performance requirements contained in the above-referenced Competitive Solicitation and the 
resulting Contract or, if applicable, as detailed on a Contract Issues List, if permitted, in the above-
referenced Competitive Solicitation. 

8. INSURANCE.  OMWBE requires all awarded Bidders to have certain required insurance coverages.  
Bidders who do not have insurance coverages as specified in the Contract included with the 
Competitive Solicitation shall not be awarded a Contract.  Accordingly, Bidder certifies as follows 
(must check one): 

☒ BIDDER HAS THE REQUIRED INSURANCE.  Bidder has attached a current, valid Certificate of 
Insurance for each and all of the required insurance coverages as specified in 
Section 1, (Insurance Obligation) of Exhibit C to the Contract included with the 
Competitive Solicitation (Note:  Bidder must attach Bidder’s Certificate of Insurance). 

OR 

☐ BIDDER WILL OBTAIN THE REQUIRED INSURANCE.  Bidder does not have a current, valid 
Certificate of Insurance for each and all of the required insurance coverages as 
specified in the Contract included with the Competitive Solicitation but, if Bidder is 
designated as an Apparent Successful Bidder, Bidder shall provide such a Certificate 
of Insurance for each and all of the required insurance coverages as specified in the 
Contract included with the Competitive Solicitation, without exception of any kind, 
to OMWBE within five (5) business days of such designation or notification by 
OMWBE.  Bidder further certifies that Bidder understands that, if for any reason, 
Bidder does not timely provide such Certificate of Insurance to OMWBE, Bidder shall 
be disqualified from Contract award. 

Note:  The Contract requires that any awarded Contractor, unless exempt, must have the specified 
Workers’ Compensation Insurance and Employer’s Liability Insurance.  Pursuant to Washington law, 
certain entities are not required to have Workers’ Compensation Insurance (e.g., entities with no 
employees).  If, under Washington law, Bidder is not required to have Workers’ Compensation 
Insurance, Bidder must check the box below and provide the lawful basis as to why Bidder is not 
required to have Workers’ Compensation Insurance: 

☐ BIDDER IS NOT REQUIRED TO HAVE WORKERS’ COMPENSATION INSURANCE.  Pursuant to 

Washington law, Bidder is not required to have Workers’ Compensation Insurance 
because:   

___________________________________________ 
Bidder must state a lawful basis as to why Bidder is NOT required to have Workers’ 
Compensation Insurance. 

9. DEBARMENT.  Except as detailed in the attached explanation (Bidder to provide and, in such case, check 
the box below), Bidder certifies that neither Bidder nor its principals presently are nor ever have been 
debarred, suspended, proposed for debarment, declared ineligible, or voluntarily excluded from 
contracting with any federal, state, or local governmental entity within the United States. 

☐ BIDDER EXPLANATION.  Bidder has attached an explanation. 
Check box if applicable. 
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10. CRIMINAL OFFENSE.  Except as detailed in the attached explanation (Bidder to provide and, in such case, 
check the box below), Bidder certifies that Bidder has not, within the three (3) year period preceding 
the date of the above-referenced Competitive Solicitation, been convicted or had a civil judgment 
rendered against Bidder for commission of fraud or a criminal offense in connection with obtaining, 
attempting to obtain, or performing a governmental contract; violation of any federal or state 
antitrust statute; or commission of embezzlement, theft, forgery, bribery, falsification or destruction 
of records, making false statements, or receiving stolen property.  Bidder further certifies that Bidder 
is not presently indicted or otherwise criminally or civilly charged by a governmental entity with 
commission of any of the offenses enumerated in this paragraph. 

☐ BIDDER EXPLANATION.  Bidder has attached an explanation. 
Check box if applicable. 

11. CIVIL RIGHTS.  Bidder certifies that Bidder complies with all applicable legal requirements prohibiting 
discrimination against individuals based on their race, color, religion, sex, sexual orientation, gender 
identity, national origin, or their status as protected veterans or as individuals with disabilities. 

12. WASHINGTON STATE WAGE THEFT PREVENTION.  Except as detailed in the attached explanation (Bidder to 
provide and, in such case, check the box below), Bidder certifies that Bidder has NOT been 
determined by a final and binding citation and notice of assessment issued by the Washington 
Department of Labor and Industries or through a civil judgment entered by a court of limited or 
general jurisdiction to have willfully violated, as defined in RCW 49.48.082, any provision of 
RCW 49.46, 49.48, or 49.52 within the three (3) year period preceding the date of the above-
referenced Competitive Solicitation. 

☐ BIDDER EXPLANATION.  Bidder has attached an explanation. 
Check box if applicable. 

13. WASHINGTON STATE STATUTORY NONDISCRIMINATION CLAUSES FOR STATE CONTRACTS.  Except as detailed in 
the attached explanation (Bidder to provide and, in such case, check the box below), Bidder certifies 
that, if, pursuant to the above-referenced Competitive Solicitation, Bidder is awarded a Contract, 
Bidder, including any subcontractor, during the term of such Contract, shall not discriminate on the 
bases enumerated in RCW 49.60.530(3).  Bidder further certifies that Bidder, including any 
subcontractor, also shall give written notice of this nondiscrimination requirement to any labor 
organizations with which Bidder, or subcontractor, has a collective bargaining or other agreement.  
In addition, Bidder, including any subcontractor, shall cooperate with any Washington state agency 
investigation regarding any allegation that Bidder, including any subcontractor, engaged in 
prohibited discrimination set forth in RCW 49.60.530(3). 

☐ BIDDER EXPLANATION.  Bidder has attached an explanation. 
Check box if applicable. 

14. WASHINGTON STATE WORKERS’ RIGHTS.  Washington State’s Office of the Governor requires OMWBE to 
seek to contract with qualified entities and business owners who can demonstrate or will certify that 
their employees are not required to sign, as a condition of employment, mandatory individual 
arbitration clauses and class or collective action waivers.  See EXECUTIVE ORDER 18-03 – Supporting 
Workers’ Rights To Effectively Address Workplace Violations.  Accordingly, except as detailed in the  

https://app.leg.wa.gov/RCW/default.aspx?cite=49.48.082
https://app.leg.wa.gov/RCW/default.aspx?cite=49.46
https://app.leg.wa.gov/RCW/default.aspx?cite=49.48
https://app.leg.wa.gov/RCW/default.aspx?cite=49.52
https://app.leg.wa.gov/RCW/default.aspx?cite=49.60.530
https://app.leg.wa.gov/RCW/default.aspx?cite=49.60.530
https://governor.wa.gov/sites/default/files/exe_order/18-03%20-%20Workers%20Rights%20%28tmp%29.pdf
https://governor.wa.gov/sites/default/files/exe_order/18-03%20-%20Workers%20Rights%20%28tmp%29.pdf
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attached explanation (Bidder to provide and, in such case, check the box below), Bidder certifies that 
Bidder does NOT require its employees, as a condition of employment, to sign or agree to mandatory 
individual arbitration clauses or class or collective action waivers. 

☐ BIDDER EXPLANATION.  Bidder has attached an explanation. 
Check box if applicable. 

15. WASHINGTON STATE PAY EQUALITY FOR ‘SIMILARLY EMPLOYED’ INDIVIDUALS.  The Washington State 
Legislature requires OMWBE to contract with Bidders who satisfy a ‘pay equality’ contractual 
provision.  See LAWS OF 2025, CH. 424, § 914 and LAWS OF 2023, CH. 475, § 919.  Accordingly, Bidder 
certifies that Bidder’s ‘similarly employed’ individuals are compensated as equals.  For purposes of 
this certification, employees are ‘similarly employed’ if the individuals work for the same employer, 
the performance of the job requires comparable skill, effort, and responsibility, and the jobs are 
performed under similar working conditions.  Job titles alone are not determinative of whether 
employees are similarly employed.  Bidder may allow differentials in compensation for its workers 
based in good faith on any of the following:  a seniority system; a merit system; a system that 
measures earnings by quantity or quality of production; a bona fide job-related factor or factors; or 
a bona fide regional difference in compensation levels.  A bona fide job-related factor or factors may 
include, but is not limited to, education, training, or experience that is consistent with business 
necessity; not based on or derived from a gender-based differential; and accounts for the entire 
differential.  A bona fide regional difference in compensation level must be consistent with business 
necessity; not based on or derived from a gender-based differential; and account for the entire 
differential. 

16. CONTRACT TERMINATION FOR DEFAULT OR CAUSE.  Except as detailed in the attached explanation (Bidder 
to provide and, in such case, check the box below), Bidder certifies that Bidder has not, within the 
three (3) year period preceding the date of the above-referenced Competitive Solicitation, had one 
(1) or more federal, state, or local governmental contracts terminated for cause or default. 

☐ BIDDER EXPLANATION.  Bidder has attached an explanation. 
Check box if applicable. 

17. TAXES.  Except as detailed in the attached explanation (Bidder to provide and, in such case, check the 
box below), Bidder certifies that, except as validly contested, Bidder is not delinquent and has paid 
or has arranged for payment of all taxes due to the State of Washington and has filed all required 
returns and reports as applicable. 

☐ BIDDER EXPLANATION.  Bidder has attached an explanation. 
Check box if applicable. 

18. FINANCIALLY SOLVENT.  Except as detailed in the attached explanation (Bidder to provide and, in such 
case, check the box below), Bidder certifies that Bidder is financially stable and solvent, has adequate 
cash reserves to meet all financial obligations, has not commenced bankruptcy proceedings 
voluntarily or otherwise, and is not subject to any judgments, liens, or encumbrances of any kind 
affecting title to any Goods and/or Services that are the subject of the above-referenced Competitive 
Solicitation. 

chrome-extension://efaidnbmnnnibpcajpcglclefindmkaj/https:/lawfilesext.leg.wa.gov/biennium/2025-26/Pdf/Bills/Session%20Laws/Senate/5167-S.SL.pdf
chrome-extension://efaidnbmnnnibpcajpcglclefindmkaj/https:/lawfilesext.leg.wa.gov/biennium/2023-24/Pdf/Bills/Session%20Laws/Senate/5187-S.SL.pdf
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☐ BIDDER EXPLANATION.  Bidder has attached an explanation. 
Check box if applicable. 

19. LAWFUL REGISTRATION.  Bidder certifies as follows (must check one):  

☒ CURRENT LAWFUL REGISTRATION.  Bidder is registered and in good standing in the 

jurisdiction (state) where Bidder is organized, including having timely filed all 
required annual reports. 

OR 

☐ BIDDER IS A SOLE PROPRIETOR OR GENERAL PARTNERSHIP.  Bidder, as indicated below (Bidder 
must check applicable box) is a sole proprietor or general partnership and therefore 
not required to register in the state where Bidder’s principal place of business is 
located: 

☐ SOLE PROPRIETOR.  Bidder is a sole proprietor. 

☐ GENERAL PARTNERSHIP.  Bidder is a general partnership. 

20. REGISTRATION WITH THE WASHINGTON SECRETARY OF STATE.  Except for sole proprietors and general 
partnerships which are exempt from registration, OMWBE requires all awarded Bidders (including 
Washington firms and out of state firms) to be registered with the Washington Secretary of State.  
Bidders other than sole proprietors or general partnerships who are not registered with the 
Washington Secretary of State shall not be awarded a Contract.  Accordingly, Bidder certifies as 
follows (must check one): 

☒ BIDDER IS REGISTERED WITH THE WASHINGTON SECRETARY OF STATE.  Bidder is registered 

with the Washington Secretary of State, is in good standing, and has the following 
Unified Business Identifier (UBI) number:  605 446 137. 
Bidder must provide its nine-digit UBI number. 

OR 

☐ BIDDER WILL REGISTER WITH THE WASHINGTON SECRETARY OF STATE.  Bidder currently is not 
registered with the Washington Secretary of State but, if designated as an Apparent 
Successful Bidder, Bidder shall register with the Washington Secretary of State to 
obtain a UBI number and provide proof of such registration satisfactory to OMWBE 
within five (5) business days of such designation or notification by OMWBE.  Bidder 
further certifies that Bidder understands that, if for any reason, Bidder is not timely 
registered with the Washington Secretary of State and has not timely provided a 
valid UBI number for Bidder to OMWBE, Bidder shall be disqualified from Contract 
award. 

OR 

☐ BIDDER IS A SOLE PROPRIETOR OR GENERAL PARTNERSHIP.  Bidder, as indicated below (Bidder 
must check applicable box) is a sole proprietor or general partnership and therefore 
exempt from the requirement to register with the Washington State Secretary of 
State: 
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☐ SOLE PROPRIETOR.  Bidder is a sole proprietor. 

☐ GENERAL PARTNERSHIP.  Bidder is a general partnership. 

21. REGISTRATION WITH THE WASHINGTON STATE DEPARTMENT OF REVENUE.  OMWBE requires all awarded 
Bidders (including Washington firms and out of state firms) to be registered with the Washington 
State Department of Revenue.  Bidders who are not registered with the Washington State 
Department of Revenue shall not be awarded a Contract.  Accordingly, Bidder certifies as follows 
(Bidder must check one): 

☒ BIDDER IS REGISTERED WITH THE WASHINGTON STATE DEPARTMENT OF REVENUE.  Bidder is 

registered with the Washington State Department of Revenue, has a business license 
to do business in Washington, and has the following Unified Business Identifier (UBI) 
number:  605 446 137.  
Bidder must provide its nine-digit UBI number. 

OR 

☐ BIDDER WILL REGISTER WITH THE WASHINGTON STATE DEPARTMENT OF REVENUE.  Bidder 
currently is not registered with the Washington State Department of Revenue but, if 
designated as an Apparent Successful Bidder, Bidder shall register with the 
Washington State Department of Revenue for a business license and provide proof 
of such registration satisfactory to OMWBE within five (5) business days of such 
designation or notification by OMWBE.  Bidder further certifies that Bidder 
understands that, if for any reason, Bidder is not timely registered with the 
Washington State Department of Revenue and has not timely provided a valid UBI 
number for Bidder to OMWBE, Bidder shall be disqualified from Contract award. 

22. SUBCONTRACTORS.  The use of subcontractors in this solicitation is not allowed, with the exception that 
the mentors may, at their expense (if any), bring in another partner or resource to facilitate learning 
topics or sessions provided that the mentor or other approved key personnel are available during 
the session and participate in the instruction to ensure proper guidance for the Protégé(s). 

 

23. WASHINGTON SMALL BUSINESS.  Bidder certifies as follows (Bidder must check all applicable boxes): 

☒ WASHINGTON SMALL BUSINESS.  Bidder is a Washington Small Business as defined in 

RCW 39.26.010(13) and (22)(a).  To qualify as a Washington Small Business, Bidder 
must meet three (3) requirements: 

☒ Location.  Bidder’s principal office/place of business must be located in and 
identified as being in the State of Washington.  A principal office or principal 
place of business is a firm’s headquarters where business decisions are made 
and the location for the firm’s books and records as well as the firm’s senior 
management personnel. 

☒ Size.  Bidder must be owned and operated independently from all other 
businesses and qualify as one of the following: 

☒ Bidder Qualifies as a Small Business – i.e., 

https://app.leg.wa.gov/RCW/default.aspx?cite=39.26.010
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☒
 Bidder 

has fifty 
(50) or fewer employees; or 

☐ Bidder has an annual gross revenue of less than 
$7,000,000 as reported on Bidder’s federal income 
tax return or its return filed with the Washington 
State Department of Revenue over the previous 
three (3) consecutive years. 

☐ Bidder Qualifies as a Minibusiness – i.e., Bidder has an annual 
gross revenue of less than $3,000,000, but $1,000,000 or 
more, as reported on Bidder’s federal income tax return or 
its return filed with the Washington State Department of 
Revenue. 

☒ Bidder Qualifies as a Microbusiness – i.e., Bidder has an 
annual gross revenue of less than $1,000,000 as reported on 
Bidder’s federal income tax return or its return filed with the 
Washington State Department of Revenue.  

☒ WEBS Certification.  Bidder must have certified its Washington Small Business 
status in Washington’s Electronic Business Solution (WEBS). 

OR 

☐ NOT A WASHINGTON SMALL BUSINESS.  Bidder does not qualify as a Washington Small 
Business as set forth above. 

 

24. CERTIFIED VETERAN-OWNED BUSINESS.  Bidder certifies as follows (Bidder must check one and, if stating 
that Bidder is a Certified Veteran-Owned Business, provide Bidder’s WDVA certification number in the 
space provided below): 

☐ CERTIFIED VETERAN-OWNED BUSINESS.  Bidder is a Certified Veteran-Owned Business 
under RCW 43.60A.190.  To qualify as a Certified Veteran-Owned Business, Bidder 
must meet four (4) requirements: 

▪ 51% Ownership.  Bidder must be at least fifty-one percent (51%) owned and 
controlled by: 

(a) A veteran as defined as every person who at the time he or 
she seeks certification has received a discharge with an 
honorable characterization or received a discharge for 
medical reasons with an honorable record, where 
applicable, and who has served in at least one of the 
capacities listed in RCW 41.04.007; 

(b) A person who is in receipt of disability compensation or 
pension from the department of veterans affairs; or 

(c) An active or reserve member in any branch of the armed 
forces of the United States, including the national guard, 
coast guard, and armed forces reserves. 

▪ Washington Incorporation/Location.  Bidder must be either an entity that is 
incorporated in the State of Washington as a Washington domestic 

https://des.wa.gov/sell/how-work-state/register-bid-opportunities
https://app.leg.wa.gov/RCW/default.aspx?cite=43.60A.190
https://app.leg.wa.gov/RCW/default.aspx?cite=41.04.007
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corporation or, 
if not 

incorporated, an 
entity whose principal place of business is located within the State of 
Washington. 

▪ WEBS Certification.  Bidder must have certified its Veteran-Owned Business 
status in Washington’s Electronic Business Solution (WEBS). 

▪ WDVA Certification.  Bidder must have provided certification documentation 
to the Washington Department of Veterans’ Affairs (WDVA) and be certified 
by WDVA and listed as such on WDVA’s website (WDVA – Veteran-Owned 
Businesses). Bidder’s WDVA certification no.:  _____________ 

OR 

☒ NOT A CERTIFIED VETERAN-OWNED BUSINESS.  Bidder does not qualify as a Certified 
Veteran-Owned Business as set forth above. 

 

25. REFERENCES.  Bidder certifies that the references provided below (Bidder must provide) have worked 
with Bidder pertaining to contracts in which Bidder provided goods/services similar in scope to the 
goods/services described in the above-referenced Competitive Solicitation and that such references 
have full permission, without any additional requirement or release, to provide references and 
information to OMWBE pertaining to Bidder.  Bidder hereby authorizes OMWBE (or its agent) to 
contact Bidder’s references and others who may have pertinent information regarding Bidder’s prior 
experience and ability to perform the Contract, if awarded.  Bidder hereby authorizes such  

 

individuals and firms to provide such references and release to OMWBE information pertaining to 
the same. 

 

Reference 1: 
Provide information in 

the space provided 

Business Name:  Multnomah County 

Contact Name at Business:  Maggie Chavez  

Phone:  971-917-1976 

Email:  maggie.chavez@multco.us 

Reference 2: 
Provide information in 

the space provided 

Business Name:  Oregon Metro 

Contact Name at Business:  Riko Tannenbaum 

Phone:  503-866-1296 

Email:  riko.tannenbaum@oregonmetro.gov 

Reference 3: 
Provide information in 

the space provided 

Business Name:  Xcelerate Women 

Contact Name at Business:  Abby Guyer 

Phone:  503-267-0969 

Email:  abby@xceleratewomen.org 

Note:  It is Bidder’s obligation to ensure that the contact information for Bidder’s references is 
accurate and current.  Bidders should alert their references to respond promptly to reference 
checks. 

https://des.wa.gov/sell/how-work-state/register-bid-opportunities
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26. SIGNATURES 
 
Bidder further certifies that Bidder shall provide immediate written notice to OMWBE if, at any time prior 
to a Contract award pursuant to the above-referenced Competitive Solicitation or anytime during the 
Contract term, if awarded, Bidder learns that any Bidder certifications set forth herein were erroneous 
when submitted or have become erroneous by reason of changed circumstances. 

I hereby certify, under penalty of perjury under the laws of the State of Washington, that the Bidder 
certifications herein are true and correct and that I am duly authorized to make these certifications on 
behalf of the Bidder stated herein. 

 

BIDDER NAME: EXITBLISS CONSULTING LLC_______ 

 Print Name of Bidder 
Note:   

▪ If Bidder is a corporation, LLC, etc., print full legal entity name of the firm who is the 
Bidder submitting the Bid. 

▪ If Bidder is a sole proprietor, print the full legal name of the individual who is the Bidder 
submitting the Bid. 

 
BY: ____________________________ Gloria Coleman________________ 

 Signature of Bidder’s authorized person Print Name of person making certifications for 
Bidder 

TITLE: __CEO_______________________ Tukwila, Washington_________________ 
 Title of person signing Bidder’s Certification Print city and state where signed 

DATE: March 11, 2026________________  
 

 
 
 
 

 
Return this Bidder’s Certification to Procurement Coordinator at: 

tasha.schiller@omwbe.wa.gov 
 

 

mailto:tasha.schiller@omwbe.wa.gov
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EXHIBIT BA-2 – PERFORMANCE REQUIREMENTS - MENTORS 
Category 1  
 

Competitive 
Solicitation: 

 
No. OMWBE 2026-K14 - CONSULTANT SERVICES FOR GOVERNMENT CONTRACTING MENTORSHIP PROGRAM 

 
Bidder:    ExitBliss Consulting LLC 

 

Type/print full legal name of bidder company 

Instructions: 

1. Add bidder company’s name above. 

2. Review the qualification requirements below. Qualification requirements will be assessed as follows: 
 

Score Rating Definition 

100% Excellent added value Response provides outstanding added value for the state across all aspects of the performance requirement. Response demonstrates clear 
and extraordinary technical or business efficiencies and advantages as compared to the stated business need. 

70% Significant added value 
Response provides material added value across all aspects of the performance requirement or provides outstanding added value in some 
aspects of the stated business need. Response demonstrates clear and substantial technical or business efficiencies and advantages as 
compared to the stated business need. 

30% Sufficient added value 
Response provides minor added value across all aspects of the performance requirement or significant added value in some aspects of the 
stated business need. Response demonstrates vague or limited technical or business efficiencies and advantages as compared to the stated 
business need. 

0% Meets minimum 
acceptable standard 

Response meets the minimum expectation for the performance requirement and the stated business need. 

3. Provide a written response that addresses how bidder meets each requirement in the Written Response column. 

a. Required Questions. Bidders bidding on Category 1 – Mentors must complete REQ ID’s M-1 through M-5.  

b. Supporting Information. Please make sure to include references in Exhibit A-1 – Bidder’s Certification that align with the information provided in this exhibit. OMWBE may request additional 
information or references to help verify the information provided by the bidder in this exhibit. A bidder’s failure to provide requested information to OMWBE within five (5) business days may result 
in disqualification. 
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c. Bidder’s Commitments. Please note the bidder’s responses to some of the performance requirements below (e.g., customer service) will be added to the resulting contract, so bidder is 
cautioned to indicate commitments that they can meet throughout the term of the contract. If a contractor is not able to honor these commitments throughout the contract term, they may 
be subject to early contract termination that could impact their ability to work with the State in the future. Please see Exhibit D1 – Contract. 

d. Word Limit. Limited responses may receive lower scores than those that demonstrate knowledge of the subject matter. Each question has stated word count limits, any text in excess of those 
stated word limits will be deleted prior to forwarding the submittals to the evaluation team. Each written response must be complete and will be evaluated on its own merits. Unless specifically 
instructed, Bidders may not include links to external content or include embedded documents. Any such additional materials will not be evaluated. Pictures or Screenshots, if not specifically 
asked for, will not be considered.  

4. Submit this exhibit as a Microsoft Word document and without modifying the font or formatting. If you need to print out this document for any reason, please note this document is size Legal 8.5” x 14”. 

Please note: Not following any of the instructions might result in the bid being considered non-responsive. 

 
CATEGORY 1 – MENTOR - PERFORMANCE REQUIREMENTS 

 

REQ 
ID 

Performance Requirement and 
Stated Business Need 

Available 
Points Written Response 

M-1 Mentor Experience. The State is seeking Mentors with both 
specific industry knowledge and experience in 
transportation and/or construction, government 
procurement processes, and also has mentoring or 
experience providing technical assistance and/or one-on-
one guidance to small businesses. 

It is expected that the individual or individuals listed as Key 
Personnel in this bid will be performing the services in this 
contract and can demonstrate industry knowledge and 
experience. For each Key Personnel to perform under the 
contract: 

Added value considerations: 
(a) Quantity of years of experience of specific industry 

knowledge. Additional value given for expansive 
experience in both transportation and/or 
construction industries and how this experience was 
gained. 

(b) Experience mentoring small businesses, delivering 
workshops, providing technical assistance, and/or 
consultations. 

150 Written Response Required. The written response for this section detailing Key Personnel must not exceed five hundred (500) 
words PER KEY PERSONNEL. Add/delete personnel as applicable. 
How many Proteges are you seeking to mentor? (One or two): 2  
What region are you able to provide in-person mentorship? Northwestern & Southwestern 
You may input as many as you are capable of.   

 
Key Personnel 1 - Primary Mentor: Gloria Coleman | Title: Capacity Building Consultant 

*”Primary” is defined here as the individual who will be the main point of contact for OMWBE and the Protege as well the 
individual performing the majority of the mentorship work with the Protege.  

a. Years of Industry Experience (specify industry or industries individually and the respective years of experience as well as 
how the experience was gained – through education, work, etc.): Construction + Government Contracting Support (6 
years): Provided technical assistance to construction firms pursuing government work (readiness, process improvement, 
bid support) | Was a carpenter apprentice for 3 years. Transportation/Logistics (6 years): 2 years at UPS and 4 years at 
FedEx Ground (corporate roles supporting transportation operations and service delivery). 

b. Years of experience providing one-on-one business mentorship: 7 
c. Number of small businesses Key Personnel has personally assisted or mentored: 140+ 
d. Years of experience providing workshops and/or classes to other individuals, businesses, or community organizations: 8 
e. Years of experience providing training or technical assistance: 6 
f. Years of experience writing, reviewing, editing, and submitting government bid proposals, Requests for Qualifications 

(RFQs), Requests for Proposals (RFPs), and/or Requests for Information (RFIs): 8 



EXHIBIT B-2A – PERFORMANCE REQUIREMENTS: OMWBE 2026-K14 PAGE 3 

   
 

 

(c) Years of experience and fluency with writing, 
reviewing, editing, and/or submitting government 
bid proposals, Requests for Qualifications (RFQ’s) 
Requests for Proposals (RFP’s) and/or Requests for 
Information (RFI’s), and/or other portions of the 
government bidding process and how it was gained. 

(d) The number of federal, state, or local government 
contracts Key Personnel personally contributed to 
submitting and/or were awarded. 

(e) Any relevant professional education and/or 
certifications in this industry, publications, or 
professional associations in which the Key Personnel 
is active. 

To meet minimum acceptable standard [0%]: At a minimum 
the key personnel who will be performing service under this 
contract must demonstrate: 

(a) Minimum of five (5) years’ experience working in the 
transportation and/or construction industry which 
can include providing technical 
assistance/training/mentoring 

(b) Three (3) years of experience in one or more of the 
following areas listed providing one-on-one business 
mentorship, training, workshops, classes to other 
individuals, businesses, or community organizations 

 
Bidders who do not meet this minimum standard may be 
disqualified from further consideration. 

g. List the number of federal, state, or local government awards received from a bid that the key personnel had a role in 
writing, editing, and/or submitting: 10 

h. Education or professional training: Master’s in IT, Dual Bachelors, Foster school of business leadership development 
training and Mediation 

i. Professional certifications or associations: PMP, SHRM-SCP, PHR, Scrum & NGLCC, NMSDC 
j. Provide references from 2 different small businesses they have provided one-on-one consultation, mentorship, or 

technical assistance. (name and contact information): Hartley-Waltz – Janelle Waltz CEO — Email: info@hartley-
waltzconstructionllc.com — Phone: 503-679-5854 | Berrien Concrete – Lillian Stevenson – Email: 
lillian.stevenson@berrienconcrete.com – Phone Number: 971-374-0052 

 
Key Personnel 2 (if applicable) – Support Mentor Mazarine Treyz – Title: Capacity Building Consultant 

(a) Years of Industry Experience (specify industry or industries individually and the respective years of experience as well as 
how the experience was gained – through education, work, etc.): 1 year experience working on capacity building 
consulting with construction sector through Multnomah County CDEF program, 10 years experience working with a 
variety of small businesses in training and 1:1 coaching to get government contracts. 

(b) Years of experience providing one-on-one business mentorship: 12 
(c) Number of small businesses Key Personnel personally assisted or mentored: 400+ 
(d) Years of experience providing workshops and/or classes to other individuals, businesses, or community organizations: 

15 
(e) Years of experience providing training or technical assistance: 10 
(f) Years of experience writing, reviewing, editing, and submitting government bid proposals, Requests for Qualifications 

(RFQs), Requests for Proposals (RFPs), and/or Requests for Information (RFIs): 15 
(g) List the number of federal, state, or local government awards received from a bid that the key personnel had a role in 

writing, editing, and/or submitting: 5 
(h) Education or professional training: Govology ongoing government contracting training 2023-present, training in 

Governor’s Marketplace 2017-2019, Oregon Metro and Multnomah County Open Houses 2018-Present,  
(i) Professional certifications or associations: Member of Oregon Association of Minority Entrepreneurs, Business 

Development Institute, Women’s Business Enterprise National Council (WBENC), certified speaker with 
Communispond, Dallas, TX 2010.  

(j) Provide references from 2 different small businesses they have provided one-on-one consultation, mentorship, or 
technical assistance. (name and contact information): Paolo Estaban, Bayani Designs, paolo@bayanidesigns.com, 503-
820-9211 Beaverton, OR | Hartley Waltz Construction, Janelle Waltz, info@hartley-waltzconstructionllc.com, 503-679-
5854 

 
 
 

mailto:info@hartley-waltzconstructionllc.com
mailto:info@hartley-waltzconstructionllc.com
mailto:lillian.stevenson@berrienconcrete.com
mailto:paolo@bayanidesigns.com
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M-2 Certification Experience The State is seeking Contractors who 
are experienced with knowledge of supplier diversity and 
certifications used in contracting.  
 

Added value considerations: 
a) Hands-on experience completing an OMWBE 

application for certification. This can be an application 
for a State and/or Federal certification application. 

b) Hands-on experience completing a non-OMWBE  
application for certification. 

c) Demonstrates detailed knowledge of the OMWBE and 
other certification processes. 

d) Demonstrates detailed knowledge of supplier diversity 
and how it intersects with certification. Includes a 
specific example of how they have incorporated these 
principles or have first hand experience of these 
principles in practice. 

To meet minimum acceptable standard [0%]: At a minimum 
the key personnel who will be performing service under this 
contract must demonstrate: 

(a) Minimum understanding of the certification process 
and how it intersects with supplier diversity while 
considering equity. Clearly defines the intent of the 
process. 

 
Bidders who do not meet this minimum standard may be 
disqualified from further consideration. 

50 Written Response Required. The written response for this section detailing Key Personnel must not exceed one thousand 
(1000) words. Add/delete personnel as applicable. 

 
Key Personnel 1 - Primary Mentor Gloria Coleman | Title: Capacity Building Consultant  

a. Does Key Personnel have experience completing an OMWBE (State or Federal) application for certification? Yes 
b. Does the Key Personnel have experience completing another type of application for certification (not an application for 

an OMWBE [State or Federal] certification)? Yes 
c. If Key Personnel assisted another business and not their own, please type “assisted another business”:  
d. If yes, for either question “a” or “b”, please specifically list the following certification(s) the key personnel applied for 

or assisted another in applying for: DBE, COBID. OMWBE, NGLCC, NMSDC 
e. If Key Personnel does not have experience with the certification application process for either themselves or assisting 

another business, please briefly explain their knowledge of certification and supplier diversity and why these processes 
exist. Also, include a brief statement of how they have incorporated these principles in the workplace. Gloria’s 
experience is practical and end-to-end. She has helped businesses complete the steps that most often drive approval: 
confirming eligibility, organizing ownership/control documentation, validating business structure and operational 
independence, aligning NAICS/services to target markets, and assembling complete, accurate application packages for 
submission. 

She understands certifications as a contracting tool, not just a label. She helps firms connect certification status to how 
agencies and primes evaluate participation, structure outreach, and document supplier inclusion. Her guidance supports 
businesses in using certifications correctly in capability statements, rosters/portals, and solicitation responses where certified 
participation is encouraged or required.  
In technical assistance with construction and construction-adjacent firms, she integrates supplier diversity principles by pairing 
certification readiness with bid readiness. For example, she coached a small construction firm to present certification clearly in 
its capability statement and proposal cover materials, while also strengthening the proof points that matter to evaluators; 
staffing plan, safety approach, schedule, and cost estimating, so certification supported equitable access and credible 
performance. 
 
Key Personnel 2 (if applicable) – Support Mentor Mazarine Treyz – Title: Capacity Building Consultant 

a. Does Key Personnel have experience completing an OMWBE (State or Federal) application for certification? (Yes or 
No): Yes 

b. Does the Key Personnel have experience completing another type of application for certification (not an application for 
an OMWBE [State or Federal] certification)? (Yes or No): Yes 

c. If Key Personnel assisted another business and not their own, please type “assisted another business”: Assisted 
another business, helped over 51 businesses since 2024 get their Oregon COBID certification, and also assisted 
clients in getting OMWBE certification as well.  

d. If yes, for either question “a” or “b”, please specifically list the following., certification(s) the key personnel applied for 
or assisted another in applying for: Got certifications for myself and also assisted 51 clients in getting certification in 
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COBID ESB, WBE, VBE, MBE, and OMWBE certifications including: MBE / MWBE / WBE / PWSBE as well as DBE 
and VOSB certification at the federal level.  

e. If Key Personnel does not have experience with the certification application process for either themselves or assisting 
another business, please briefly explain their knowledge of certification and supplier diversity and how they have 
incorporated these principles in the workplace. (N/A) 

 
M-3 Contract Performance Experience. The State is seeking 

a Contractor with experience in both bidding and 
winning government contracts in the transportation and 
construction industry. 

Awards for technical assistance, mentorship, and related 
capacity building programs are acceptable to include 
contingent they are relevant to small business 
development and/or transportation and/or construction 
industries.  

Added value considerations: Provide the following 
information that demonstrates industry knowledge and 
experience: 

(a) List experience winning at least three (3) 
federal, state, or local government contracts 
through competitive solicitation processes and 
meeting all majority of performance 
requirements during award period. 

 
(b) Provide details about the three (3) awarded 

contracts listed above and identify the following 
information for each - type of purchaser (city, 
county, state, federal, etc.), bid type, scope of 
services, and duration (date of completion – 
ongoing projects are acceptable). 

For the scope of the service, provide a 
description of the work required, deliverables, 
and any metrics used for tracking completion. 
The scope statement for each project must not 

100 Written Response Required. The written response for section A, of this question, must not exceed one hundred (100) words.  
The written response for each individual section B, section C, and section D, in this question, must not exceed five hundred (500) 
words. 
 

 
(A) List at least 3 federal, state, or local government contracts won through a competitive solicitation process: 

(a) Contract 1 Name or Number: Sound Transit 0077-25 
(b) Contract 2 Name or Number: Multnomah County DCM-SVCSGEN-17278-2025 
(c) Contract 3 Name or Number: Tri-Met 003-26  

 
(B) Awarded Contract 1 Name/Details: Sound Transit 

(a) Purchaser/type of government entity (city, county, federal, state, etc.): State 
(b) Bid type (open competitive, direct buy, statewide, etc.): Open Competitive  
(c) Date work started: March 2026 
(d) Project end date: June 2030 
(e) Performance Requirements met (Y/N): Y 
(f) Scope – specifically bidder’s role/contribution: currently beginning work to provide technical assistance to small 

businesses seeking to do business with Sound Transit. This contract is in its early stage, and the work is structured to 
support at least 60 small businesses annually over the next four years. 

We provide support in bid preparation, capability statement development, certified payroll readiness, estimating practices, 
outreach strategy, case study development, and general construction-related business systems. Our approach helps firms 
strengthen the operational and compliance functions needed to compete for public-sector work and perform successfully once 
awarded. We also help businesses organize key records, standardize internal workflows, and improve the quality of materials 
they use to pursue new opportunities. As part of this work, we embed succession and transition planning into all technical 
assistance by documenting critical tasks, identifying backup coverage needs, and building continuity tools that reduce risk when 
key team members are unavailable. 

Deliverables: business readiness assessments; bid and proposal readiness plans; capability statements; certified payroll and 
estimating support tools; outreach studies and case studies; SOPs for back-office functions; succession and continuity plans; 
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exceed five-hundred (500) words. 

To meet minimum acceptable standard [0%]: At a 
minimum the key personnel who will be performing 
service under this contract must demonstrate: 

• At a minimum, bidder has to demonstrate 
that they have successfully been awarded 
and performed on at least three (3) 
projects in the last seven (7) years that 
were in the transportation and/or 
construction industry or related to small 
business technical assistance. 

Bidders who do not meet this minimum standard 
may be disqualified from further consideration. 

progress dashboards and recommendations. 

Metrics used to track completion: Jira milestone tracking; number of businesses served annually; readiness assessment 
improvement; number of capability statements and bid tools completed; turnaround time from opportunity identification to 
response readiness; number of processes documented; reduction in compliance errors or rework; participant confidence ratings; 
and client satisfaction. 

(C) Details: Multnomah County Construction Diversity and Equity Fund 
(a) Purchaser/type of government entity (city, county, federal, school, etc.): County 
(b) Bid type (open competitive, direct buy, statewide, etc.): Open Competitive 
(c) Date work started: January 2023 
(d) Project end date: June 2028 
(e) Performance Requirements met (Y/N): Y  
(f) Scope – specifically bidder’s role/contribution: currently delivering technical assistance through the Multnomah County 

Construction Diversity and Equity Fund to support construction and transportation businesses as they strengthen their 
readiness for subcontracting, bidding, and long-term growth. To date, we have supported more than 42 businesses 
through this work. 

Our services include subcontractor qualification support, bid and RFP tracking systems, financial training, cybersecurity guidance, 
business process improvement, and back-office operations support. We work directly with businesses to identify operational 
gaps, organize internal systems, and implement tools that improve consistency, compliance, and responsiveness. We also 
integrate succession and transition management into every engagement by helping firms document workflows, reduce 
dependence on one person for critical tasks, and create continuity practices that protect business operations during growth, 
turnover, or staff absence. 

Deliverables: readiness assessments and action plans; subcontractor qualification and bid readiness tools; RFP and opportunity 
tracking systems; financial and administrative training; SOPs, templates, and workflow documentation; cybersecurity and file-
management checklists; succession and continuity roadmaps; progress and closeout summaries. 

Metrics used to track completion: Jira tracking of milestones and engagement tasks; number of businesses served; readiness 
assessment improvement over time; number of processes documented and standardized; number of firms implementing 
opportunity-tracking systems; reductions in administrative bottlenecks; training completion; participant satisfaction; and 
increased confidence in bidding, compliance, and back-office management. 

(D) Awarded Contract 3 Name/Details: Tri-County Metropolitan Transportation (Tri-Met) 
(a) Purchaser/type of government entity (city, county, federal, school, etc.): State 
(b) Bid type (open competitive, direct buy, statewide, etc.): Open Competitive 
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(c) Date work started: March 2026 
(d) Project end date: June 2027  
(e) Performance Requirements met (Y/N): Y  
(f) Scope – specifically bidder’s role/contribution: Currently providing technical assistance, training, and business 

assessments to construction firms performing work under TriMet contracts. This contract has recently launched, and we 
are currently supporting approximately 10 businesses. Our work focuses on helping firms strengthen the internal 
systems required to sustain public contract performance and remain positioned for future opportunities with TriMet. 

We are delivering hands-on support in operational workflow improvement, financial process organization, document 
management, reporting practices, contract readiness, subcontractor coordination, and cybersecurity awareness. We tailor 
support to the specific needs of each business and provide practical tools that can be used immediately in day-to-day operations. 
Across all engagements, we embed succession and transition planning into the work by documenting key processes, identifying 
vulnerabilities tied to owner or staff dependency, and helping firms create continuity systems that reduce disruption when key 
personnel step away. 

Deliverables: business readiness assessments; customized technical assistance plans; capacity-building training sessions; 
workflow and SOP documentation; financial and administrative process improvement recommendations; cybersecurity and 
records-management checklists; succession and transition continuity plans; progress summaries. 

Metrics used to track completion: Jira milestone and task completion; number of businesses served; readiness assessment scores 
from intake through follow-up; percentage of deliverables completed on schedule; number of critical processes documented; 
staff cross-training progress; reduction in turnaround time for administrative tasks; client satisfaction and confidence ratings. 

REQ ID Performance Requirement and 
Stated Business Need 

Available 
Points Written Response 

 

 

Sample Work Product.  
The State is seeking a Contractor who has experience in mentoring 
small businesses and can effectively impart knowledge and skills to 
another small business so that they may then utilize this training 
for the benefit of their business.  
A curriculum for the mentorship pilot program has been defined 
and the contractor is expected to expand upon the subjects based 
on their best practices utilizing technology, written, in-person, and 
other methodologies. This question seeks to evaluate how a 
contractor might mentor a protégé on a set of topics including the 

100 Written/Visual Report Response Required.  
The sample work product must not exceed one thousand (1000) words. Any text/words within images/PDFs will be counted 
toward total word count. Attach the sample as separate PDF attachment clearly titled or embed the sample by pasting or typing 
in the space provided below. 
 

Sample Work Product Entry: 
(a) Is the sample work product attached as a separate PDF document? (Yes or No): Yes 

• If you are not attaching your sample work product as a separate PDF, you may use the space below to make your entry. 
- Please type which topic you are selecting for the sample work product:  Go/No-Go Processes 
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teaching style and planning they would use.  
 

Provide one sample work product from the contract scope topics 
below. Choose one (1) topic from the list below to create your 
sample work product: 
  
Topics:  

- Specification Reviews (Pre-Bid Process) 
- Go/No-Go Processes 
- Pursuit Schedules 

 
For the sample work product, provide a sample template (can be a 
blank template) or an existing example of this work product used in 
your work that would be provided to a protégé to help them learn 
this topic. If using an existing work product, redacting personal or 
proprietary information is acceptable with the condition it does not 
alter the appearance or content to the extent that it would not 
allow for sufficient evaluation.  
 
Include a brief summary for the sample and include what details and 
questions would be reviewed with the protégé to help mentor 
them. The intent of this sample is to demonstrate an example of 
your mentorship style and process. 
 

Added value considerations: 
(a) Provide a sample work product (report, assessment, 

etc.) by attaching it in PDF format or embedding it into 
the space provided to the right. 

(b) The sample provided is legible, well-organized, 
professional in appearance (formatting, free of typos, 
content is displayed in plain language, not difficult to 
read for the average viewer – does not comprise of 
conflicting colors or small or difficult fonts, for 
example), and demonstrates subject matter expertise. 

(c) Each summary has a clear outline of planning including 
a few questions that may be asked of the protégé or 
for the protégé to consider to foster the learning 

(b) You may use this area below for your sample input and /or summary if it was not attached as a separate document: 
Attached as a separate document. 
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process in each sample topic.   
(d) Sample work product demonstrates a supportive 

learning method. Examples include, but are not limited 
to: Details are freely listed and are not complex 
without giving extra instruction or guidance if there are 
complexities. Steps are taken to demystify 
complexities, if applicable. Suggestions are included if 
appropriate. Bidder identifies areas that learner may 
need extra support or have questions. Qualities that 
demonstrate bidder has experience with a variety of 
learners at different knowledge and skill levels and can 
adjust appropriately and with patience. 

To meet minimum acceptable standard [0%]: At a minimum the 
key personnel who will be performing service under this contract 
must demonstrate: 

 
• At a minimum, bidder must submit sample work 

product either by attaching in PDF format or 
embedding it into the space provided to the right. 

• Bidder chose only one (1) topic from the list to 
create sample work product. 

• Bidder included a summary explaining details about 
the sample work product which also includes sample 
questions for protégé guidance. 

Bidders who do not meet this minimum standard may be 
disqualified from further consideration. 

 

 

Performance Requirement and Stated 
Business Need 

Available 
Points Written Response 

 

Cultural Competency. The State is seeking a Contractor who 
possess cultural competency and the ability to understand and 
be sensitive to the cultural differences that exist between people 
of different demographic backgrounds, which may include racial, 
ethnic, gender, economic, language differences, and/or 

150 Written Response Required. The written response for this section must not exceed one thousand (1,000) words in total. 
Add/delete key personnel as applicable. 

 
(a) Key Personnel 1 – Gloria Coleman – Title: Capacity Building Consultant 

1. Type/Name of project, training, or lived experience:  
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underserved communities. 

Added value considerations: For key personnel who will be 
performing services under this contract: 

(a) The description demonstrates how their lived 
experience(s) has prepared them to work collaboratively 
with diverse populations. 

(b) Describes the takeaways from the lived experience and 
how they can apply the lessons learned when mentoring 
others. Details to illustrate the experience can include 
references to timing/dates in life, interaction or impact 
with marginalized communities, barriers, etc. 

(c) The description includes how the individual 
demonstrated experience or learned about working 
with those from other backgrounds, ethnicities, 
cultures, educational backgrounds, etc. 

(d) Key Personnel has a personal narrative that describes 
how they feel they have experienced discrimination or 
adversity in some form and how it has impacted their 
work or participation in community or society. 

To meet minimum acceptable standard [0%]: At a minimum the 
examples provided must demonstrate: 

 

 

 

 

- At least one (1) Key Personnel has an example of a lived 
experience that shows prior experience working with 
stakeholders from different demographic backgrounds, 
including racial, ethnic, gender, economic, language 
differences and/or underserved communities that resulted 
in a positive outcome for all parties. 

 

Project: Women-Owned Business Capacity Building & Government Contracting Coaching (including one-on-one mentoring and 
workshops delivered through women-focused business programs and construction-adjacent technical assistance work, e.g., plus 
bid readiness support through community-based programming such as Tabor 100) 
2. Project details that demonstrate cultural competency and key personnel involvement:  
Gloria has supported women-owned and small businesses across varied industries (including construction and construction-
adjacent firms), where participants brought different professional experiences, educational backgrounds, and access to resources. 
In these settings, Gloria served as a mentor and instructor delivering one-on-one guidance and workshops on government 
contracting readiness, proposal/bid development, operations, and practical business systems. Her work required cultural 
competency in order to: 
• Build trust quickly with business owners who may have had limited exposure to public-sector contracting or prior negative 

experiences with complex systems; 
• Create a learning environment that is respectful, inclusive, and responsive to participants’ lived realities (time constraints, 

resource limitations, and differing communication styles); and 
• Support participants equitably by meeting them where they are—without lowering standards—so they can produce 

compliant, competitive materials. 
 
How was the experience or knowledge applied:  
Gloria applies cultural competency through concrete mentoring practices that improve access and outcomes for diverse 
participants, including: 
• Inclusive intake and goal-setting: establishes participant goals, constraints, and preferred communication methods to tailor 

support. 
• Plain-language instruction: translates procurement and certification concepts into clear steps and checklists; confirms 

understanding without judgment. 
• Adaptation of examples and tools: uses industry-relevant scenarios (construction/transportation where applicable), and 

provides templates for capability statements, bid calendars, and compliance checklists. 
• Strengths-based coaching: recognizes existing expertise and reframes “gaps” as buildable skills; reduces intimidation common 

in government contracting. 
• Psychological safety + accountability: sets respectful norms, invites feedback, and provides direct, actionable guidance so 

participants can improve quickly and independently. 
 
What was the outcome: Gloria’s culturally responsive approach produced positive outcomes for participants and program partners 
by improving engagement, deliverable quality, and readiness to participate in contracting opportunities. Across recent cohorts, 
businesses completed tangible outputs that advanced supplier diversity participation and reduced barriers to entry into 
government contracting systems, including: 
• 50 capability statements completed (improving clarity of services, differentiators, and evaluator-ready positioning); 
• 43 businesses prepared certification-ready documentation (organized, submission-ready materials aligned to certification 

expectations); and 
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Bidders who do not meet this minimum standard may be 
disqualified from further consideration. 

• 22 businesses registered in WEBS/SAM (increasing visibility and access to public contracting opportunities). 
Participants reported increased confidence in navigating procurement systems, improved ability to communicate qualifications, 
and clearer steps toward bid participation. Program partners benefited from stronger deliverables, higher participant follow-
through, and clearer documentation of progress. 

(b) Key Personnel 2 (if applicable) Mazarine Treyz - Title: Capacity Building Consultant 
1. Type/Name of project, training, or lived experience: Government Contracting Training for Diverse Business Owners (2018–

Present), including participants of varied racial, ethnic, gender, economic, and language backgrounds, as well as underserved 
communities. Training areas included Government Contracting 101, demystifying government contracting, marketing to 
government, networking to secure contracts, teaming for larger contracts, and other related topics. 

2. Project details that demonstrate cultural competency and key personnel involvement: Mazarine has delivered government 
contracting trainings to diverse audiences, ensuring accessibility and inclusion for participants with differing language needs, 
professional experience, and prior exposure to public-sector contracting. In these settings, she collaborated with interpreters 
and translators to offer bilingual training sessions (English and Spanish), including online formats to increase participation. 
Her work required cultural competency to: 
• Ensure equitable access for participants across varied demographic and socioeconomic backgrounds; 
• Create an engaging, inclusive, and understandable learning environment for attendees with limited prior experience in 
government contracting; and 
• Provide support tailored to participants’ needs while maintaining program rigor, helping them feel confident and capable of 
pursuing government contracting opportunities. 

3. How was the experience or knowledge applied: Mazarine applies cultural competency through concrete teaching and 
mentoring practices that make government contracting approachable, including: 
• Plain-language instruction: reduces jargon and translates complex contracting processes into actionable steps; 
• Meeting participants where they are: acknowledges varying experience levels and builds confidence that contracting is 
achievable; 
• Enthusiasm and encouragement: fosters motivation and resilience, inspiring participants to take actionable steps toward 
contracting success; 
• Accessible delivery: integrates bilingual materials and online formats to remove barriers for diverse learners. 

4. What was the outcome: Mazarine’s culturally responsive approach has produced measurable outcomes over several years: 
• Over 400 businesses gained foundational knowledge in government contracting; 
• Multiple businesses advanced toward GSA schedule participation; 
• Businesses successfully obtained COBID certifications; 
• Participants were registered in OMWBE, WEBS, and other Oregon public contracting portals; and 
• Businesses reported increased confidence in navigating contracting systems and clearer pathways to securing government 
contracts. 
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Availability & Capacity. The State is seeking a Contractor who by 
submitting this bid understands and agrees that the Key Personnel 
listed will be the primary mentors for any matched  Protégé(s). 
Bidder is committing to meet the time necessary to deliver quality 
training and guidance to each Protégé so they may have the best 
possible outcome for this pilot. 
As detailed in the Scope, meeting times are flexible and can be 
worked out with the Protégé(s) once the pairing is made at a later 
date. The information in this section will be used to evaluate bidder 
capacity, teaching capability, commitment, and thoroughness. 

Added value considerations:  

(a) Indicating Key Personnel can meet the required time 
commitments to each Protege. 

(b) Employ use of additional resources to enhance the 
learning experience and retention for their Protégé(s) 

(c) Detailed description of a thoughtful approach to handling 
a learning situation with Protégé where they need extra 
support that demonstrates experience assisting others in 
a learning environment. Indicates ability to provide 
alternative solutions or options to achieve positive 
outcome.  

 
To meet minimum acceptable standard [0%]: At a minimum, 
the bidder must demonstrate:  

(a) Bidder can meet the minimum time commitment of 
the pilot program. The hours are appropriately 
added up according to the bidder’s selection of one 
(1) or two (2) protégés.  

Bidders who do not meet this minimum standard may be 
disqualified from further consideration. 

100 Written Response Required. The written response this section must not exceed seven hundred fifty (750) words in total. 
 
Please refer to the Scope for minimum hours in pilot over the duration of the 12-month period. 
Providing Government Procurement and Business Training Sessions – minimum of 40 hours 
Creating or Updating Individual Business Plans – minimum of 2 hours 
Supporting Clients in “LIVE” Actual Bid Submissions – minimum of 40 hours 

 
Please keep in mind to account for mentoring one (1) or two (2) protégés depending on your bid selection. 
 
Recruitment and Retention Information: 

(a) How many hours each week or month can each Key Personnel listed commit to meeting with a Protégé? If more than one 
Key Personnel listed, please list each Key Personnel’s commitment individually.: 

Key Personnel 1: Gloria Coleman (Primary Mentor) – Capacity Building Consultant 

• Per Protégé: 8–10 hours per month (average) of direct mentoring contact time 

• Total for two Protégés: 16–20 hours per month 

• Cadence: Typically one weekly 60–90 minute session per Protégé, plus scheduled office hours for document review, portal 
support, and bid development sprints. 

• Surge Capacity: During “LIVE” bid periods, Gloria can increase support to 12–16 hours per month per Protégé to meet 
submission deadlines and ensure quality and compliance. 

Key Personnel 2: Mazarine Treyz (Support Mentor) –  Capacity Building Consultant 

• Per Protégé: 4–6 hours per month (average) of direct mentoring contact time 

• Total for two Protégés: 8–12 hours per month 

• Focus Areas: Bid document review and feedback, proposal/presentation coaching, procurement portal navigation support, 
and supplemental topic sessions as needed. 

• Surge Capacity: Can increase support during bid weeks and workshop delivery to maintain momentum and retention. 

(b) To provide a more expansive learning experience, are there any additional resources or unique topics that could be 
recommended during the pilot or you would ensure the Protégé(s) learn?:  
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To strengthen retention and real-world application, we supplement required curriculum with practical tools and optional 
enrichment aligned to transportation and construction contracting, including: 

• Reusable tools and templates: capability statement formats, spec-review checklists, compliance trackers, Go/No-Go 
decision tools, pursuit schedules, debrief request templates, and bid submission checklists. 

• Certification and supplier diversity integration: how to present certifications appropriately in capability statements and 
proposal materials; aligning certification status with outreach, roster strategy, and bid positioning. 

• Portal/roster readiness labs: hands-on sessions for WEBS/SAM and other relevant portals/rosters, including profile 
strengthening and opportunity search strategies. 

• Estimating and pricing support: direct/indirect cost basics, pricing narratives, and “schedule for work” alignment to 
solicitation timelines. 

• Networking and exposure opportunities (optional): curated referrals to agency small-business resources, primes’ outreach 
events, and relevant industry associations/webinars that support Protégé goals. 

(c) Briefly describe how you would handle a situation where a protégé is struggling to grasp a topic. What methods or 
strategies might you employ to help them learn the subject in a different way?: 

When a Protégé needs extra support, we respond quickly with an adaptive, strengths-based learning plan that protects confidence 
while maintaining performance standards: 

• Diagnose the barrier early: confirm whether the challenge is terminology, process sequence, math/pricing, writing 
structure, or anxiety/overwhelm with complex requirements. 

• Re-teach using a different method: break the topic into smaller steps (“chunking”), use plain-language explanations, visual 
checklists, and short demonstrations (including screen-share walkthroughs for portals and submissions). 

• Practice with real materials: switch from abstract instruction to a live solicitation example relevant to the Protégé’s trade; 
use guided spec highlighting, teach-back (“show me how you’d do step 1–3”), and short assignments between sessions. 

• Add targeted office hours: schedule extra micro-sessions focused on one skill at a time (e.g., compliance matrix, pricing 
table, or scope alignment paragraph). 

• Reinforce progress and accountability: document gains, set the next milestone, and maintain momentum so the Protégé 
stays engaged through to LIVE bid submission. 
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This approach supports retention, ensures learning translates into bid-ready behavior, and drives the pilot’s intended outcomes for 
each Protégé. 
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Exit Bliss Go/No-Go RFP Evaluation Checklist 
Tool for Evaluating Contract Opportunities 

 
Small businesses often invest significant time pursuing contracting opportunities that may not 
align with their services, capacity, or strategic goals. As part of the mentorship program, Exit 
Bliss teaches protégés how to evaluate opportunities before committing time and resources to 
proposal development. 
 
This Go/No-Go Evaluation Checklist provides a structured decision-making framework to help 
small businesses assess whether a contracting opportunity is worth pursuing. The tool walks the 
protégé through key considerations including strategic alignment, eligibility requirements, 
financial feasibility, proposal readiness, and competitive positioning. 
During mentorship sessions, we review the checklist together using a real or recent solicitation 
to help the protégé apply the framework in a practical setting.  
 

Mentorship Approach 
 
Exit Bliss uses this checklist as an interactive learning tool during mentorship sessions with small 
businesses participating in the program. 
 
Rather than reviewing the checklist as a static document, mentors walk the protégé through 
each section using a real or recent solicitation the business is considering. This approach allows 
the protégé to apply the framework directly to their own contracting opportunities. 
 
During the session, the mentor facilitates discussion around several guiding questions, 
including: 

• What past projects demonstrate your capability to deliver this scope of work? 
• What gaps exist between the RFP requirements and your current capacity? 
• What risks could impact successful project delivery? 
• Would forming a partnership strengthen your competitiveness? 
• Is the opportunity aligned with your long-term business strategy? 

 
If potential challenges are identified, the mentor works with the protégé to explore practical 
solutions such as strengthening proposal documentation, identifying potential partners, or 
preparing the business for similar opportunities in the future. 
The goal of this mentorship process is not simply to decide whether to pursue a specific 
opportunity. Instead, it is to help the protégé develop a repeatable decision-making process 
that improves proposal strategy, strengthens resource planning, and increases the likelihood of 
successful contract awards over time. 



The checklist is intentionally designed using clear language and structured questions so it can be 
easily reused by small businesses with varying levels of procurement experience. 
 
 

Solicitation Details 

Pre-Bid Conference No 

Mandatory? ☐ 

Questions/Clarifications 8/4/2025 17:00 

Response to Questions 8/11/2025 17:00 

Bid Opening Date (DUE DATE) 8/18/2025 15:00 

Presentations/Interviews Week of 08/25 

Issuance of Notice of Intent to Award Week of 09/06 

Page Limit 12 Pages 

Marketing/Advertising Material Allowed No 

 
Evaluation Checklist 

1. Strategic Alignment Yes No 

Does the RFP fall within your core service areas? ☐ ☐ 

Does the opportunity align with your business mission and long-term goals? ☐ ☐ 

Can your business demonstrate relevant past experience? ☐ ☐ 

2. Eligibility & Compliance Yes No 

Does your business meet eligibility requirements (business type, certifications, years of 
experience)? 

☐ ☐ 

Are you registered or able to register in the required procurement systems? ☐ ☐ 

Can you meet insurance or licensing requirements? ☐ ☐ 
3. Budget & Financial Feasibility Yes No 

Does the estimated project budget align with your typical pricing? ☐ ☐ 

Are payment terms reasonable for your cash flow? ☐ ☐ 

Are there restrictions on how funds can be used? ☐ ☐ 
4. Proposal Requirements Yes No 

Is there sufficient time to prepare a competitive proposal? ☐ ☐ 

Are required forms, attachments, and documentation readily available? ☐ ☐ 
Are there formatting or submission requirements that may require additional 
preparation? 

☐ ☐ 

5. Operational Capacity Yes No 

Do you have the staff and resources available to deliver the project? ☐ ☐ 

Will subcontractors or partners be needed? ☐ ☐ 

Does your team have experience delivering similar work? ☐ ☐ 

6. Competitive Position Yes No 

Does your business have strong references or past performance relevant to this work? ☐ ☐ 

Are there incumbent contractors likely to have an advantage? ☐ ☐ 

Does the opportunity encourage small business participation? ☐ ☐ 
Decision Outcome 

GO – Opportunity aligns with strategy and capacity ☐ 



CONDITIONAL GO – Opportunity viable with adjustments or partnerships ☐ 

NO-GO – Opportunity not aligned with current capacity or strategy ☐ 

 



Go / No -Go Decision 
Framework
A practical guide for small businesses competing for government 
contracts in transportation, construction, and infrastructure — built on 
APMP bid/no -bid best practices and Lohfeld capture planning methods.

ů | Θċ ≡☻′ ø ‰▬ǟ▬☻≡ ´ ☻� ů GOVERNMENT CONTRACTING



Mentor Overview

Why a Go/No -Go Decision Process Matters

Small businesses often pursue every visible 
opportunity — resulting in wasted proposal effort 
and low win rates. A structured bid decision gate  
helps you focus resources where you are most 
competitive and most likely to win.

ċ ׂ мǟ́ بǟ�РР٭�ס�סǟЫмР�ڞ́�Θڝ� ⁯�ǟΔџ�м⁯ǟס�ס٭סΔּרǟ
�ِّ ِّ ب�⁯� م�ס٭ ǟب‮ ΔּסרџסРΔ�٭�סǟΔ٭ЫǟИмџ�⁯мǟџب ǟِّרּרּ ⁯�ِّ ��Δּרǟ
Ымفмּר�ِّ ٥ мڬ�٭ǟ| بרΔּف Δ�мǟмفмم⁯ ǟ�ِّ ِّ ب�⁯� م�ס٭ ǟΔР⁯���ǟ
لס� ǟЫ٥ס мڭ�٭�ס�٭

Mentor Objective:  Help the protégé 
build a repeatable decision process  
they can use for every future 
government opportunity.

Strategic Fit f ب ���٥ м⁯ǟĤ٭Ым⁯��Δ٭Ыֵ٭ס Competitive Position Capability & Capacity

Probability of Win Financial Viability



f Δ⁯Ыǟٱ ǟڣ ǟßרּרּסΔИּרмǟċм٥ ِّ Δ�мרּ

Opportunity Evaluation Template
Comple te  this  te mpla te  be fore  c ommitting  to  purs ue  any opportunity. Sta rt with ide ntific a tion, the n s c ore  e ac h c a te gory.

′ �мِّ ǟٱ ǟڣ ǟ≡ ِّ ِّ ب�⁯� م�ס٭ ǟ‰Ымס�٭џסРΔ�٭�ס

Field Your Entry

Opportunity Name

Age nc y /  Clie nt

′ بǟΘ٭�ס�Δ�סРסרּ� ٥ Им⁯

Propos a l Due  Da te

Es tima te d Contrac t 
Va lue

f ⁯ΔР�ǟċ�٭� م ِّ м

Se t- As ide  Re quire me nts

Opportunity Sourc e

Da te  Ide ntifie d

Step 2 — Score Each Category (1 = Low, 5 = High)

| بרΔּف Δ�٭�סǟf Δס⁯м�ס⁯ Score (1–5) Notes

′ �⁯Δ�мֵ ڟǟ�סРǟßס ǟ� סֵרּ قǟ�٭ ׂ�ס ǟ
�мסف⁯Рм�ǟΔ٭Ыǟֵ ق�⁯ �ׂ ǟ��⁯Δ�мֵ م ړ

Cus tome r Unde rs tanding  — 
Know the ir proble m and 
prioritie s ?

Compe titive  Pos ition — Have  
c le a r d iffe re ntia tors ?

Capability — Right s kills  and 
pas t pe rformanc e ?

Capac ity — Sta ff and re s ourc e s  
ava ilable  to  de live r?

ċмΔ٥ ֵ٭ס ǟΘммЫ�ǟڟ ǟ▬Δ⁯�٭м⁯�ǟ
⁯мب‮ ق⁯мЫǟ��ǟס ړ٭ס

Total Score

30 –40
´ ≡ ǟڟ ǟ′ ֵ٭�⁯� ǟِّ ٭�ס�ס��

20 –29
Conditional Go  — Addre s s  gaps

Below 20
NO- GO — Re dire c t re s ourc e s



f Δ⁯Ыǟٲ ǟڣ ǟß٭סΔ٭РסΔּרǟ| بרΔּف Δ�٭�סǟċ��ּר

Financial Reality Check
Eve n s trong  s tra te g ic  opportunitie s  mus t pas s  a  financ ia l viab ility te s t. Us e  this  formula  to  c a lc ula te  e xpe c te d  va lue  be fore  c ommitting  propos a l 
re s ourc e s .

| ل ِّ мР�мЫǟŧ Δּبר мǟß�⁯٥ ب Δרּ
(Contract Value × Gross Margin % × Probability of Win) − Cost 
of Bid

This  c a lc ula tion re ve a ls  your re a l re turn a fte r ac c ounting  for the  
c os t of purs uing  the  work.

Variable Example 1 | ل Δ٥ ِّ ٱмǟרּ

Contrac t Va lue $ 2,0 0 0 ,0 0
0

ү ٳ ٰ ٰ ڬٰ ٰ ٰ

Gros s  Margin 4 0 % 55%

Probability of Win ٱ ٳ Ƭ 20 %

Cos t of Bid ү ٱ ٱ ٰ ڬٰ ٰ ٰ $ 15,0 0 0

Expected Value $0 $29,000

ǟ| ل Δ٥ ِّ ٱмǟרּ ǟڣ ǟċ ׂ мǟ
ů ǟq٭�סרּרּס Δ⁯ǟċ⁯Δِّרּרּ�
A $ 2M c ontrac t s ounds  
e xc iting , but a  15% 
probability of win  pa ire d  with 
$ 120 K in b id  c os ts  produc e s  
ze ro e xpe c te d  re turn. 
Chas ing  b ig  numbe rs  without 
pos itioning  is  a  los ing  
s tra te gy.

 Example 2 — The 
Hidden Winner
� ǟү ٳ ٰ ٰ ĽǟР�٭�⁯ΔР�ǟق ׂ�ס ǟ��⁯�ֵ٭ ǟ
٥ Δ⁯ֵ ЫǟИм��м⁯ǟ٭ǟΔ�٭ס
ِّ ֵ٭ס٭�ס�ס�� ǟР�ס�٭��мمרּ�٭ ǟ
ب� �ِّ м⁯џ�⁯٥ �ǟּרΔ⁯ֵ мڬ⁯ǟּڞق�ר
ِّ ⁯�ИΔИم�סרּס ǟِّ ب ب�⁯ ′ǟڬ��ס ٥ Δ⁯�ǟ
Р�٭�⁯ΔР��⁯�ǟРׂ Δ�мǟ⁯ֵס ׂ ǟ�סџڞ�
�ِّ ِّ ب�⁯� ڟм�ǟס�ס٭ ǟ٭��ǟּبג ��ǟИֵס ǟ
ڬ�м٭�

Mentor Guidance:  Te ac h proté gé s  to  e va lua te  e ve ry 
opportunity us ing  both s tra te g ic  fit and financial discipline — 
not gut instinct alone.



Card 4 — Practice Exercise

Put the Framework to Work
Select a real government opportunity  your business is currently considering and apply the Go/No -Go framework from start to finish.

01

Identify a Current Opportunity
Pull an ac tive  s olic ita tion from SAM.gov or a  
s imila r s ourc e  re le vant to  your s e c tor.

02

Complete Opportunity Identification
Fill in a ll fie lds  in the  te mpla te  — age nc y, va lue , 
due  da te , and  s e t- a s ide  s ta tus .

03

Score All Six Evaluation Categories
^ мǟׂ ′ǟڬ��м٭� Р�⁯мǟИΔ�мЫǟ�٭ǟмסفЫм٭Рмڬǟ٭��ǟ
м٭�ׂ ب ٥�Δס� ڬ

04

Calculate Your Total Go/No -Go Score
� ِّ ِّ مרּ ǟ�ׂ мǟЫмР٭�ס�סǟ�ׂ⁯м�ׂ ǟ́ڭЫרּ� ǟfڬ� ǟ́רΔּ٭�ס�סЫ٭� ڬ�ڞ́�ǟ�⁯ǟΘڬ�

05

Run the Financial Reality Check
Calc ula te  e xpe c te d  va lue  us ing  the  formula . Doe s  the  financ ia l re turn 
jus tify the  b id  c os t?

Mentor Role:  Re vie w the  c omple te d  e va lua tion with your proté gé  and  d is c us s  the  re as oning  be hind  e ac h s c ore  — not jus t the  fina l 
numbe r.



f Δ⁯Ыǟٳ ǟڣ ǟf �ΔРׂ ֵ٭ס ǟ́ ب Ымס

Mentor Coaching Questions
Us e  the s e  s truc ture d  que s tions  to  guide  your proté gé  through a  thoughtful, c omple te  b id  de c is ion — build ing  c ritic a l thinking  the y' ll us e  for e ve ry 
future  purs uit.

≡ ِّ ِّ ب�⁯� م�ס٭ ǟ◙ ب ΔּסרџסРΔ�٭�ס
• How did  you ide ntify this  opportunity?
• Wha t proble m is  the  age nc y trying  to  s olve ?
• Is  this  the  right time  to  e nte r this  marke t?

Strategic Fit
• Doe s  this  a lign with your c ompany' s  s tre ngths ?
• Have  you done  s imila r work be fore ?
• Whe re  doe s  this  fit in your growth s tra te gy?

Competitive Positioning
ڠ Ū ׂ �ǟΔ⁯мǟ�ׂ мǟּכּסרмּمר ǟР�٥ ِّ м�ړ�⁯��ס
ڠ Ū ׂ Δ�ǟЫסџџм⁯мס�٭Δ��⁯�ǟР�ب Ыǟׂרּ мּِّר ǟب�م ǟق ړ٭ס
ڠ ‰�ǟ�ׂм⁯мǟΔ٭ǟ٭סРب ٥ Имړ�٭ǟf Δ٭ǟب�م ǟЫס�ِّ ׂ�ΔРмǟרּ м٥ ړ

Resource Planning
• Who would  write  the  propos a l?
• If awarde d , who pe rforms  the  work?
• Do you ne e d  a  te aming  pa rtne r?

q мР٭�ס�סǟ☻мџּרмР�ڭ٭�סǟ̂ Δ�мЫǟ�٭ǟ�ׂ мǟмفΔּبר Δ�ڬ٭�סǟ�ׂ ب� ׂ�Ыǟרּ ǟИмǟΔǟ́�ס ǟfڬ� ǟ́רΔּ٭�ס�סЫ٭� ǟŪړ�ڞ́�ǟ�⁯ǟΘڬ� ׂ Δ�ǟΔЫЫ٭�ס�סΔּרǟ٭סџ�⁯٥ Δ�٭�סǟق ب� ֵ٭Ыǟ��⁯мרּ �ׂ м٭ǟ
ب�م ⁯ǟЫмРړ٭�ס�ס



Card 6 — Best Practices

Common Pitfalls and Best Practices
 Best Practices

Evaluate opportunities objectively , not 
emotionally — the score guides the 
decision.

ß�Рب �ǟ�٭ǟ�ِّ ِّ ب�⁯� قм�ǟס�ס٭ ׂ м⁯мǟب�م ǟׂ ΔفмǟΔǟ
⁯мΔּڬרǟِّ ٥�мǟРרΔИּف�⁯ ِّ м�فס�סмǟΔЫفΔ٭�Δֵ мڬ

Track all Go and No -Go decisions  to build 
institutional knowledge over time.

Use lessons learned from every bid to 
sharpen future decision -making.

ǟf �٥ ٥ ǟů٭� �м�ǟ��ǟכΔּ��ס Ыס�ف

Chasing every opportunity without 
evaluating fit

Overestimating probability of win based on 
hope

Ignoring proposal preparation costs in the 
financial model

Failing to assess capacity to actually deliver 
the work

� ǟЫס�Рِّס мЫǟ́٭סרּ ǟِّ�ڞ́�Θڝ� ⁯�Рм��ǟׂ мּِّר �ǟ
�٥ ΔּרּרǟИب м��м�ǟِّ٭ס� ب ب�⁯ мǟ�ׂ мǟ⁯ֵס ׂ �ǟ
�ِّ ِّ ب�⁯� قР⁯мΔ�мǟ٭סǟڬ�мס�ס٭ Ыǟ٭ǟΔڬ�ǟ⁯Δ�м٭ס
ֵ ق�⁯ ǟ�ب ��Δ٭סΔИּمר ǟ٭סǟֵ ٥٭⁯мف� м٭�ǟ
Р�٭�⁯ΔР�ֵ٭ס ڬ
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